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Zylter puts 
emerging 

technology to 
work in industry

NEXT Future Transportation, Inc.

DEPLOYABLE AI 
SYSTEM (DAIS)

ANALYTICAL 
DASHBOARDS

DATA IMPORT 
+ FUSION

NATURAL LANGUAGE 
PROCESSING

MACHINE 
LEARNING

ROE Guidance & 
Authoritative References

Tailored Planning 
& Decision Tools

Existing Novilens
commercial technology

Unmanned Aerial 
Vehicles / Drones

Autonomous 
Ground Vehicles

Extended 
Reality

IoT / Connected 
Devices

Artificial Intelligence & 
Machine Learning

We  work with  a range of 
emerging technologies to 
develop and expand field-
ready tech solutions: 
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ANALYSIS STRATEGY IMPLEMENTATION
Systematic and investor-

focused research to identify, 
assess and prioritize your 
tech needs or markets.

Design and guiding of long-term 
planning, growth and execution 

for commercial technology 
development and adoption.

Project management and 
organizational C-Level 

support to create, launch and 
expand your tech solutions.

We are tech adoption experts that connect 
Tech Builders and Tech Seekers through…
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OUR PASSION: Addressing industrial needs 
through adoption of emerging technologies

AN
AL

YS
IS DESIG

N

INTEGRATION

ZYLTER MULTI-
FUNCTIONAL 
APPROACH

We are passionate about putting
emerging technologies to work in
industry. We understand both the
technology and its implications for
operations.

Our multi-functional approach
enables companies to develop,
find and adopt emerging
technologies that work for their
complex operations.
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Organizations use technology
as part of sociotechnical
systems (STS) that drive the
need for and impacts of
effective tech solutions.

OUR APPROACH: Developing 
emerging tech use cases

3

4

2

1

5

EMERGING TECHNOLOGY

TASKS + PROCESSES

ORGANIZING STRUCTURE

USERS / WORKFORCE

OPERATING ENVIRONMENT

2
1

3
4
5

Zylter Sociotechnical Systems (STS) 
Approach for Industrial Tech Adoption

Zylter provides expertise, experience and 
approach to systematically understand 

and address each STS use case.
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OUR MISSION: To connect Tech Seekers with 
Tech Builders to address strategic use cases

Innovative commercial and
Governmental organizations seeking
tech-focused solutions to improve
operations and address strategic
opportunities.

Tech BuildersTech Seekers
Growth companies seeking to
design, develop and scale innovative
tech solutions for industrial and
defense applications.

Zylter provides Tech Seekers expertise
and a systematic approach to:
ü Identify / assess technology 

options 
ü Identify and prioritize solution 

requirements
ü Develop an implementation 

strategy
ü Address long-term impacts for 

workforce and organization

Zylter helps Tech Builders by providing 
expertise and support:
ü Identify and assess market 

opportunities for core tech solutions
ü Identify and address key application 

requirements
ü Solution development strategy and 

support
ü Create infrastructure and processes 

for long-term growth

USER-SPECIFIC 
TECH APPLICATION

Based on a detailed 
sociotechnical 

system (STS) use case
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OUR WORK: Zylter clients + partners
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Solution Design
We lead design sprints and focused events to apply
information from analyses and subject-matter expert input.
Our design process guides systematic identification,
assessment, refinement and documentation of solution
design for prototyping, implementation and iteration.

Technology Scouting + Assessment
We provide analysis and frameworks to systematically
identify, evaluate and map technology-based solutions. This
analysis enables our Tech Seeker clients to visualize
available technology solutions and understand their
implications for operations.

Solution Prototyping & Testing
Our teams apply outputs from requirements analysis and
solution design input to develop solution prototypes for
high-fidelity user testing and iteration. These prototypes
include mock-ups, wire-frames and fully functional
prototypes.

Innovation Strategy
We have significant experience helping design, implement
and support innovative solutions Tech Seekers to improve
operations and address new opportunities. Our approach is
built on a clear methodology, domain experience and
technical expertise.

Business& Product Strategy
Our Chief Strategy Officer (CSO) and Strategic
Implementation Team (SIT) resources provide cross-
functional expertise to guide sustained emerging tech
strategy development, implementation and support.

Proposal + Tender Development
We have significant experience finding, assessing and
designing compelling responses to Government nad
commercial tenders or requests for proposals (RFPs).
Proposal development includes detailed task execution
planning, cost analysis and final proposal development.

Field Implementation Support
Through years of product development we’ve built
relationships with numerous manufacturers in the US and
overseas. These relationships provide flexibility and expertise in
client product delivery. Our on-site experts oversee
production efforts and respond to issues as they occur,
ensuring the highest project yields.

Technical Requirements Analysis
Through years of industrial technology assessments and
product development we have development resources and
methodologies to identify and prioritize solution requirements.
These resources and experience enable us to develop product
strategies based on rigorous analysis and deep understanding
of the industrial use case.

|

Operating Environment Analysis
Through our field experience and expertise we understand
the implications of operating conditions for technology
design and employment. We send cross-functional to the
field for structured assessment of your operational
environment and identify key implications for solution design.

User Requirements
Our user researchers work along side our strategists and
designers to identify insights that inform the design process
from the perspective of the end user through both
Quantitative and Qualitative research.

OUR CAPABILITIES: 
Key expertise + 

capability areas
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OUR RESOURCES: 
A free library of 

practical 
information

Finding + Procuring 
Emerging Technology: A 
Guide for Industry Leaders

[ download full guidebook ]

Strategic Planning for 
Autonomous Vehicles: 
A Guide for Executive 
Leaders
[ download full brief ]

Strategic Trends in 
Intermodal Logistics and 
Rail Technology

[ download full brief ]

Implementing Autonomous 
Vehicles in Commercial 
Operations
[ download full brief ]

visit the Zylter website for 
more information + resources

https://mb-zylter.squarespace.com/s/Guide-for-Technology-Assessment-and-Adoption-82218.pdf
https://www.zylter.com/s/Strategic-Planning-for-Autonomous-Vehicles-A-Guide-for-Executives-7717.pdf
https://www.zylter.com/s/Strategic-Trends-in-Rail-and-Intermodal-Modernization-22318.pdf
https://www.zylter.com/s/Zylter-Autonomous-Vehicles-in-Commercial-Operations-82317-dyk4.pdf
http://www.zylter.com/
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q Identify strategic innovation goals and 
tech-enabled outcomes
§ Based on strategic plans and competitive 

environment

qDetermine actions and timeline 
required to address innovation goals
§ See the Zylter Tech Adoption Journey Map
§ Contact us for a free working consultation 

qDevelop a plan for adoption milestone 
achievement

q Integrate external expertise and 
support where essential
§ Contact us at solution_design@Zylter.com

NEXT STEPS: 
How we can help

http://Zylter.com
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Create. Technology. Zylter.

Matthew Boyer
COO & Co-Founder, Zylter Inc.
W | www.Zylter.com
E | matt@Zylter.com
M | 919.410.5175

http://www.zylter.com/
http://Zylter.com


©Zylter, Inc. 2018

ZYLTER TECH ADOPTION 
METHODOLOGY + 
PORTFOLIO EXAMPLES
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ZYLTER TECH BUILDER GROWTH MAP
LIFE-CYCLE PHASE FORMATION VALIDATION GROWTH

MISSION>VISION>STRATEGY LEAN STARTUP SCALE UP

BUSINESS PHASE IDEATE CONCEPTUALIZE COMMIT VALIDATE SCALE ESTABLISH

DEVELOPMENT 
STAGE IDEA FORMATION

MINIMUM VIABLE 
PRODUCT 

DEVELOPMENT

ITERATE, REFINE + 
PIVOT 

(as needed)
ESTABLISH + STRENGTHEN PROCESSES + CHANNELS SCALE PROCESSES + 

CHANNELS

TECHNOLOGY 
READINESS LEVEL

TRL 1: Basic principles 
observed & reported

TRL 2: Technology concept 
and/or application 

formulated

TRL 5: Initial Testing of 
Integrated/Semi-

Integrated System

TRL 6: Prototype 
System Verified

TRL 7: Integrated Pilot System 
Demonstrated

TRL 8: System Incorporated into Final 
Commercial Design

TRL 9: Full System 
Commercial Deployment

MANUFACTURING 
READINESS LEVEL MRL 1-3: Pre-Materiel Development Decision

MRL 5: Technology 
Maturation and Risk 
Reduction (TMRR)

MRL 6: Technology 
Maturation and Risk 
Reduction (TMRR)

MRL 7: 
Engineering & 
Manufacturing 
Development 

(EMD)

MRL 8: 
Engineering & 
Manufacturing 
Development 

(EMD)

MRL  9: Low-Rate Initial Production (LRIP) MRL 10: Full Rate Production

FUNDING STAGE PRE-SEED FUNDING
SEED FUNDING

VC ROUND 1 | SERIES A VC ROUND 2 |SERIES B
FUNDING SOURCE GRANTS + PERSONAL MONEY VENTURE CAPITAL VENTURE CAPITAL

LEVEL OF BUSINESS 
VALIDATION PROBLEM-SOLUTION FIT PRODUCT-MARKET FIT BUSINESS MODEL-MARKET FIT

KEY
GROWTH

MILESTONES
DESCRIBE 

INITIAL CONCEPT
PITCH FOR / SECURE 

SEED FUNDING

DEMONSTRATE 
PRODUCT 
POTENTIAL

IDENTIFY 
PRIORITY 

CUSTOMER 
GROUP(S)

DEMONSTRATE 
MARKET 

OPPORTUNITY

PITCH FOR / 
SECURE

VC FUNDING
ESTABLISH FULL

DELIVERY CAPACITY
MEASURE + CONTROL 

PROCESSES

DEMONSTRATE 
CONCEPT POTENTIAL

DEMONSTRATE 
PRODUCT 
VIABILITY

DEVELOP 
PROTOTYPE 
PRODUCT

ACQUIRE
INITIAL 

CUSTOMERS

DEMONSTRATE 
PRODUCT-
MARKET FIT

DEMONSTRATE 
MARKET 

TRACTION
DEMONSTRATE SUSTAINED 

REVENUE

DEMONSTRATE CORE TEAM 
EXPERIENCE & CAPABILITIES

ESTABLISH 
PRODUCT 

DEVELOPMENT 
ROADMAP

ESTABLISH  
PRODUCTION 

PLAN

ESTABLISH  
PRODUCTION 

CAPACITY

DEMONSTRATE 
SUSTAINED 
REVENUE

IDENTIFY + 
ASSESS 

GROWTH KPIs
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PITCH FOR / 
SECURE SEED 

FUNDING

DEMONSTRATE 
PRODUCT 
POTENTIAL

IDENTIFY 
PRIORITY 

CUSTOMER 
GROUP(S)

DEMONSTRATE 
MARKET 

OPPORTUNITY

PITCH FOR / 
SECURE

VC FUNDING
ESTABLISH FULL

DELIVERY CAPACITY

DEMONSTRATE 
PRODUCT 
VIABILITY

DEVELOP 
PROTOTYPE 
PRODUCT

ACQUIRE
INITIAL 

CUSTOMERS

DEMONSTRATE 
PRODUCT-
MARKET FIT

DEMONSTRATE 
MARKET 

TRACTION

ESTABLISH 
PRODUCT 

DEVELOPMENT 
ROADMAP

ESTABLISH  
PRODUCTION 

PLAN

ESTABLISH  
PRODUCTION 

CAPACITY

DEMONSTRATE 
SUSTAINED 
REVENUE

IDENTIFY + 
ASSESS 

GROWTH KPIs
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ZYLTER TECH BUILDER 
PROJECT PORTFOLIO

ZYLTER CAPABILITY AREAS

Each portfolio example identifies 
the key growth milestones and 
Zylter capability areas addressed.

The following slides illustrate Zylter’s 
extensive experience delivering 
high-quality analysis + support to 
meet growth milestones for a range 
of innovative Tech Builders.

Core Zylter Capability Areas

Tailored Support Services

General consult areas
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Market Map for Commercial Extended Reality Applications
TALESPIN Market Map for Commercial Virtual and Augmented Reality (VR/AR) ApplicaBons 

Conceptual Framework for Technology IntegraBon: Zylter’s 
Worksite of the Future (WOTF) construct explains how emerging 
technology impacts and interacts with other key facets of com-
mercial opera?ons. These aspects dictate the poten?al for suc-
cessful use of AR/VR technology and are used to priori?ze poten-
?al applica?ons. 
IdenBfy Key Indicators of Promising VR and AR ApplicaBons: Re-
cent and emerging applica?ons of VR and AR technology share 
common traits that indicate promising applica?ons for Talespin to 
pursue. These factors should guide iden?fica?on and priori?za?on 
of possible commercial applica?ons for Talespin to pursue. 

IdenBfy and Describe PotenBal ApplicaBons: Each poten?al appli-
ca?on of VR/AR technology represents a discrete use  and capabili-
?es required to address associated needs. Each poten?al applica-
?on is iden?fied and described here for further assessment.  

IdenBfy the General Use Category for Each VR ApplicaBon: Each 
poten?al applica?on is primarily associated with one of the four 
general categories described in Step 2. Iden?fying the category is 
required to determine the key indicators to look for. 

Assess Current Talespin CapabiliBes: Providing the AR/VR technol-
ogy  to address each applica?on requires a specific set of capabili-
?es. Each applica?on is scored 0-3 based on the assessed Talespin 
capability to address each WOTF aspect associated with the appli-
ca?on. The assessment criteria are listed below the table. 

IdenBfy Key AssumpBons for Market Assessment: Effec?vely es?-
ma?ng the total market (TM) and total addressable market (TAM) 
requires educated assump?ons about the expected use of VR sys-
tems. These assump?ons are applied to calculate the TM and TAM 
for each applica?on. 

IdenBfy Associated Industries for the ApplicaBon: Determine 
market size for an applica?on requires iden?fying the number of 
firms and employees within each applicable industry. This step 
iden?fies applicable industries by the NAICS code and uses to Bu-
reau of Labor Sta?s?cs (BLS)  sta?s?cs to es?mate market size. 

1 

2 

3 

4 

5 

6 

7 

8 
EsBmate Total Market (TM): Genera?ng total market es?mates re-
quires applying both industry data and the educated assump?ons. 
Compile the industry values and apply the assump?ons (from Step 
6) to calculate the TAM for a given applica?on in number of firms, 
number of workers and total monetary value. 

9 
PrioriBze PotenBal VR ApplicaBons: Final priori?za?on of applica-
?ons based on Talespin capabili?es and the es?mated Total Mar-
ket to iden?fy the priority applica?ons for further analysis and de-
velopment. Other factors should also inform priori?za?on, such as 
current capabili?es and barriers to entry.  
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Market Mapping Process DescripBon 

Zylter’s  Worksite of the Future construct 
iden?fies the key aspects of commercial 
opera?ons that influence and are impact-
ed by emerging technology. The WOTF as-
pects provide a prac?cal structure to de-
termine the key considera?ons for priori-
?zing poten?al VR/AR applica?ons for 
Talespin to pursue, as well as capabili?es 
needed to effec?vely address them. 

6 Key AssumpBon Required to Assess  
Total Addressable Market 

7 Industry-Specific Market Assessment  

2 Key Indicators of Promising VR / AR ApplicaBons 

1 Zylter “Worksite of the Future” Construct 

 Applications Types

Inform-
ative

Training/ 
Knowledge 

Transfer

Data as An 
Experience

Field Data 
Collection

Tasks/ 
Processes Organizations Users / 

Audience
Operating 

Enviro

TAL ESPIN 
Capabiltiy 

As s es s ment 
(0-12)

 F irms  
(millions ) 

 Workers
(millions ) 

Total Industry 
Sectors

 (3-digit NAICS 
sector)

Total Firms 
(millions)

Total 
Workers 
(millions)

Average 
Worker Salary

( $1,000s)

In situ Product 
Visualization X 2 2 3 3 10 4.67       88.3                     53 4.7                 88.3          47.3$           

Virtual Product
Observation X 2 2 2 3 9 4.04       78.8                     45 4.0                 78.8          49.7$           

Product 
Cataloguing X ? ? ? ? 0 3.80       76.3                     49 3.8                 76.3          46.4$           

Inserted
 Advertising X ? ? ? ? 0 1.89       36.0                     29 1.9                 36.0          51.1$           

Interactive Advertising X ? ? ? ? 0 1.89       36.0                     30 1.9                 36.0          51.1$           

Recognition & Targeting X ? ? ? ? 0 1.47       17.1                     11 1.5                 17.1          60.3$           

Retail 
Experience X ? ? ? ? 0 1.11       27.4                     16 1.1                 27.4          25.8$           

Training X 3 3 3 3 12 5.17       104.9                   71 5.2                 104.9       48.7$           

Experiential 
Education X 3 3 3 3 12 1.77       34.3                     11 1.8                 34.3          60.9$           

 Systems Analysis & 
Understanding X 2 3 3 3 11 3.07       69.2                     56 3.1                 69.2          57.5$           

Field-Based 
Data Collection X 2 1 2 2 7 3.85       75.1                     51 3.8                 75.1          46.0$           

Task
Improvement ? ? ? ? 0 3.07       62.8                     43 3.1                 62.8          61.1$           

Cooperative Execution ? ? ? ? 0 3.61       72.7                     50 3.6                 72.7          57.6$           

Entertainment 3 3 3 3 12 0.69       19.1                       8 0.7                 19.1          22.6$           

Events &
Experiences 2 2 2 2 8 0.69       19.1                       8 0.7                 19.1          22.6$           Added information to replicate or augment entertainment events

APPLICATION

Increase understanding and analys is  of complex systems and interactions

Use of location-based guides and routes to support task execution

Enhancing task or process execution by making things more efficient, effective and/or 
safe
Improving cooperative execution of tasks or processes through connection and 
synchronization of actors
Enhancing consumer entertainment through more immersive experience

Virtual or augmented advertis ing with some form of interaction

Recognition of entities (people, objects, etc.) and associated descriptive information

Providing a retail shopping experience with additional information (e.g., product 
suggestions)
Improving training by practicing real life s ituations
Education through immersive experiences and associated information

Observing a product  or activity in its  environment or environments

Observing and manipulating a virtual model of an item, product or prototype

Summary Description

Seeing a localized directory of items or products offered

Advertis ing as part of the augmented or virtual environment

 TALESPIN CURRENT CAPABILITIES BY 
APPLICATION ASPECT  TOTAL U.S. MARKET 

TALESPIN AR/VR 
USE CATEGORY

    

Tasks CharacterisBcs OrganizaBon Users / Audiences OperaBng Environment 

InformaBve 

Commercial use pf VR and AR 
technology to provide an immer-
sive understanding of products, 
their opera?ons and the value 
they deliver. 

•MulB-Faceted: Requires demonstra?on of product 
features not easily demonstrated with 2- / 3-
deminsional representa?on 

•Tech-Savvy: Comfortable and likely experienced 
with using technology to support marking efforts 

•Experience-Oriented: Key audiences are influ-
enced by realis?c experiences 

•Live DemonstraBon ImpracBcal: Demonstra?ng 
products in actual opera?on would require observ-
ing complex, remote or dangerous opera?ons 

•MulB-IteraBve: Requires demonstra?ng mul?ple it-
era?ons of a product in varying environments 

• InnovaBve: Comfortable with trying new or novel 
tac?cs to promote products and ideas 

• Design-Focused: Interested in ability to execu?ng 
detailed  examina?on of specific design features 

•Varied Product Environments: Demonstra?ng 
product use requires considering a varied set of po-
ten?al opera?ng environments and condi?ons 

• AspiraBonal Features: Requires displaying features 
that do not yet exist in reality 

•Brand-Conscious: Cognizant of the value of emerg-
ing technology to reinforce brand image 

•Tech-Curious: Interested in and open to consider-
ing emerging technology resources to enhance 
effec?veness 

•Varied DemonstraBon LocaBons: Product demon-
stra?on executed in a wide range of loca?ons and 
seengs where transport and set up of live displays is 
imprac?cal 

Training/ Knowledge Transfer 

Applying to AR and VR technolo-
gy to replicate key tasks, process-
es and opera?ng environments 
to reduce the cost and increase 
the effec?veness of training.  

•Complex: Execu?on requires numerous ac?ons and 
judgements that require significant repe??on to mas-
ter 

•Process-Focused: Success dependent on effec?ve 
and standardized execu?on of processes fundamental 
to organiza?on success 

•Emerging Talent: Growing por?on of  young (e.g. 
millennial) talent that seeks more dynamic engage-
ment with tasks and processes 

•Extreme OperaBng CondiBons: Live training re-
quires exposing trainees to opera?ons that are re-
mote, complex, ?me-sensi?ve or risky 

•Risky: Live task or process execu?on poses signifi-
cant risk to persons or equipment 

•Remote OperaBons: Live training and knowledge re-
quires costly access to remote or dangerous loca?ons 

•TransiBoning Workforce:  Facing imminent loss of 
ins?tu?onal knowledge and skills due to rapidly ag-
ing workforce (e.g. “brain-drain”)  

•Dispersed: Requires task or process execu?on at 
many dispersed or remote loca?ons by separate ac-
tors or groups 

•Costly: Execu?ng required training in a live environ-
ment requires significant cost (?me, etc.) 

•Dispersed: Requires training and transfer of 
knowledge between distributed groups and actors 

•Tech-Adaptable: Open to applying  training meth-
ods enabled by emerging technology 

•Varied OperaBng Environments: Requires task or 
process execu?on in a wide range of environments 
and condi?ons that must be replicated for effec?ve 
training 

Data as An Experience 

Leveraging the immersive power 
of AR and VR technology to ex-
plore complex sets of informa?on 
and make decisions through a 
mul?-dimensional, dynamic and 
interac?ve experience. 

•Robust Data: Numerous types of data with complex 
internal rela?onships not easily visualized with tradi-
?onal 2-D display 

•Data-Driven: Value robust data and informa?on to 
guide key decisions 

•AnalyBc: Working knowledge of data manage-
ment and analysis methods 

• InnovaBve: Encourages applica?on of new or nov-
el techniques opt improve analysis and decision 
making 

• Complex InteracBons: Requires communica?ng ab-
stract concepts to an audience to aid in understanding 

•Tech-Experienced: Possess previous experience us-
ing technology to support analysis & decision-making 

• Experience-Oriented: Key audiences are influ-
enced by viewing or experiencing complex phe-
nomena through realis?c experience 

• CollaboraBve: Supports exploring, analyzing data 
and sharing insights in and across teams or groups 

• MulB-Faceted System: Includes many discrete but 
interdependent actors, ac?ons or ?melines 

• InnovaBve: Comfortable with trying new or novel 
tac?cs to promote products and ideas 

• System Thinkers: Value detailed and interac?ve 
view of complex systems and interac?ons 

•Tech-Supported: Has the technical resources to en-
able fluid interac?on with technology and applica-
?on on insights in the business management process 

Field Data CollecBon 

Spa?alized and intelligent tagging 
of informa?on in three-
dimensional environment to de-
note ac?ons, features or other lo-
ca?on-specific aspects of an op-
era?on 

•SpaBally Dependent: Have an explicit spa?al compo-
nent or are dependent on exact loca?on in space 

•Process-Focused: Organiza?on success dependent 
on effec?ve and standardized execu?on of processes 

• Process Manager: Understand how discrete ac-
tors and ac?ons integrate to execute processes 

•SpaBally-Focused: Has numerous features that lo-
ca?ng or "tagging" in 3-deminisional space 

• MulB-Actor: Executed by mul?ple actors that re-
quire a common understanding of ac?ons and their 
loca?ons in space 

• InformaBon-Driven: Value importance of robust in-
forma?on to guide ac?ons, processes and decisions 

•Tech-Adaptable: Open to applying  training meth-
ods enabled by emerging technology 

• Stable: Key aspects or features of the opera?ng en-
vironment are rela?vely unchanged over ?me and 
allow effec?ve tagging and use of virtual informa?on 

• Standardized: Requires uniform execu?on over ?me 
and various actors 

•Tech-Enabled: Possess previous experience using 
applying technology to execute, manage or synchro-
nize processes 

• SpaBally Aware: Understand of actors, ac?ons 
and technology must interact in space to support 
processes 

Technology-Enabled: Has the technical resources 
and infrastructure to enable fluid use of AR/VR tech-
nology and applica?on in process execu?on 

8 EsBmated U.S. Market Assessment 5 ASSESSMENT OF TALESPIN CURRENT 
CAPABILITIES 4 TALESPIN  Use Category 3 VR/AR ApplicaBon Types 
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Total Industry 
Sectors

 (3- digit NAICS 
sector)

       53         45       49       29           30        11        16          71          11               56              51        43        50           8           8 

Total Firms 
(millions) 4.7      4.0       3.8     1.9     1.9         1.5      1.1      5.2        1.8        3.1             3.8            3.1      3.6      0.7      0.7      

Total 
Workers 

(mil)
88.3    78.8     76.3   36.0   36.0       17.1    27.4    104.9    34.3      69.2           75.1          62.8    72.7    19.1    19.1    

Average 
Worker Salary

( $1,000s) 47.3    49.7     46.4   51.1   51.1       60.3    25.8    48.7      60.9      57.5           46.0          61.1    57.6    22.6    22.6    

 NAICS   
CODE NAICS DESCRIPTION

NUMBER 
OF FIRMS EMPLOYMENT

AVG 
EMPLOYEES / 
FIRM

AVG
SALARY / 
EMPLOYEE

531 Real Estate 257,180 1,496,575 6 48,665$                X X X X X X X X X X X

512 Motion Picture and Sound Recording Industries21,914 405,464 19 41,420$                X X X X X X X X X X

541 Professional, Scientif ic, and Technical Services790,153 8,619,574 11 77,170$                X X X X X X X X X X

713 Amusement, Gambling, and Recreation Industries65,028 1,552,567 24 20,640$                X X X X X X X X X X

721 Accommodation 53,337 1,998,716 37 27,485$                X X X X X X X X X X

448 Clothing and Clothing Accessories Stores58,560 1,736,053 30 17,465$                X X X X X X X X X

452 General Merchandise Stores 8,117 2,836,283 349 22,217$                X X X X X X X X X

453 Miscellaneous Store Retailers 81,968 750,557 9 20,608$                X X X X X X X X X

454 Nonstore Retailers 58,443 606,727 10 47,524$                X X X X X X X X X

488 Support Activities for Transportation32,379 656,573 20 49,323$                X X X X X X X X X

712 Museums, Historical Sites, and Similar Institutions7,039 143,298 20 31,881$                X X X X X X X X X

811 Repair and Maintenance 195,046 1,226,603 6 38,169$                X X X X X X X X X

339 Miscellaneous Manufacturing 25,199 540,995 21 54,576$                X X X X X X X X

487 Scenic and Sightseeing Transportation2,573 25,312 10 34,742$                X X X X X X X X

511 Publishing Industries (except Internet)19,148 873,673 46 103,765$              X X X X X X X X

519 Other Information Services 9,742 248,637 26 153,109$              X X X X X X X X

532 Rental and Leasing Services 23,330 491,670 21 47,399$                X X X X X X X X

561 Administrative and Support Services313,940 10,200,517 32 36,776$                X X X X X X X X

61 Educational Services 87,877 3,562,364 41 36,399$                X X X X X X X X

622 Hospitals 3,592 5,775,571 1608 57,598$                X X X X X X X X

711 Performing Arts, Spectator Sports, and Related Industries47,368 474,256 10 75,076$                X X X X X X X X

236 Construction of Buildings 198,159 1,180,974 6 57,933$                X X X X X X X

315 Apparel Manufacturing 6,823 106,371 16 27,013$                X X X X X X X

316 Leather and Allied Product Manufacturing1,140 25,438 22 34,618$                X X X X X X X

321 Wood Product Manufacturing 11,952 365,402 31 39,326$                X X X X X X X

323 Printing and Related Support Activities24,956 458,838 18 43,895$                X X X X X X X

331 Primary Metal Manufacturing 3,630 394,367 109 61,898$                X X X X X X X

332 Fabricated Metal Product Manufacturing50,941 1,425,859 28 51,194$                X X X X X X X

441 Motor Vehicle and Parts Dealers 81,410 1,837,140 23 43,913$                X X X X X X X

442 Furniture and Home Furnishings Stores33,376 429,073 13 29,917$                X X X X X X X

443 Electronics and Appliance Stores 25,471 409,802 16 27,621$                X X X X X X X

444 Building Material and Garden Equipment and Supplies Dealers50,936 1,265,728 25 30,167$                X X X X X X X

445 Food and Beverage Stores 115,851 3,016,828 26 21,442$                X X X X X X X

481 Air Transportation 2,614 428,799 164 67,133$                X X X X X X X

483 Water Transportation 1,260 68,450 54 77,246$                X X X X X X X

484 Truck Transportation 103,033 1,392,607 14 46,911$                X X X X X X X

486 Pipeline Transportation 222 0 0 #DIV/0! X X X X X X X

517 Telecommunications 8,813 1,043,324 118 75,129$                X X X X X X X

524 Insurance Carriers and Related Activities134,700 2,369,373 18 76,531$                X X X X X X X

221 Utilities 5,917 637,840 108 96,546$                X X X X X X

311 Food Manufacturing 22,832 1,438,983 63 41,005$                X X X X X X

312 Beverage and Tobacco Product Manufacturing6,141 171,192 28 51,637$                X X X X X X

313 Textile Mills 2,066 104,150 50 40,515$                X X X X X X

314 Textile Product Mills 5,997 113,128 19 35,063$                X X X X X X

326 Plastics and Rubber Products Manufacturing9,678 723,625 75 46,465$                X X X X X X

327 Nonmetallic Mineral Product Manufacturing9,387 359,425 38 50,982$                X X X X X X

424 Merchant Wholesalers, Nondurable Goods98,760 2,288,967 23 64,349$                X X X X X X

425 Wholesale Electronic Markets and Agents and Brokers42,858 295,026 7 52,718$                X X X X X X

485 Transit and Ground Passenger Transportation16,859 479,780 28 25,992$                X X X X X X

493 Warehousing and Storage 7,357 760,982 103 42,443$                X X X X X X

515 Broadcasting (except Internet) 4,619 267,130 58 81,469$                X X X X X X

521 Monetary Authorities-Central Bank 12 18,788 1566 106,949$              X X X X X X

522 Credit Intermediation and Related Activities40,203 2,791,279 69 70,968$                X X X X X X

523 Securities, Commodity Contracts, and Other Financial Investments and Related Activities61,230 891,942 15 207,078$              X X X X X X

525 Funds, Trusts, and Other Financial Vehicles1,030 7,331 7 139,285$              X X X X X X

551 Management of Companies and Enterprises26,885 3,235,958 120 108,228$              X X X X X X

621 Ambulatory Health Care Services483,477 6,721,047 14 55,438$                X X X X X X

623 Nursing and Residential Care Facilities37,636 3,427,067 91 26,826$                X X X X X X

813 Religious, Grantmaking, Civic, Professional, and Similar Organizations298,653 2,755,525 9 30,023$                X X X X X X

213 Support Activities for Mining 12,454 423,259 34 87,581$                X X X X X

237 Heavy and Civil Engineering Construction36,108 898,858 25 68,884$                X X X X X

238 Specialty Trade Contractors 420,784 3,625,314 9 52,163$                X X X X X

333 Machinery Manufacturing 21,448 1,062,688 50 59,626$                X X X X X

334 Computer and Electronic Product Manufacturing11,332 820,002 72 81,539$                X X X X X

336 Transportation Equipment Manufacturing9,808 1,418,898 145 65,840$                X X X X X

337 Furniture and Related Product Manufacturing14,957 354,492 24 39,381$                X X X X X

423 Merchant Wholesalers, Durable Goods169,566 3,382,754 20 71,538$                X X X X X

451 Sporting Goods, Hobby, Musical Instrument, and Book Stores31,147 559,673 18 17,751$                X X X X X

518 Data Processing, Hosting, and Related Services9,520 526,302 55 91,541$                X X X X X

624 Social Assistance 131,683 2,928,353 22 21,487$                X X X X X

722 Food Services and Drinking Places455,901 10,793,212 24 16,078$                X X X X X

113 Forestry and Logging 8,399 54,183 6 43,276$                X X X X

211 Oil and Gas Extraction 6,646 137,839 21 136,800$              X X X X

212 Mining (except Oil and Gas) 3,812 197,873 52 74,392$                X X X X

322 Paper Manufacturing 2,718 351,976 129 59,656$                X X X X

114 Fishing, Hunting and Trapping 2,625 7,467 3 51,416$                X X X

324 Petroleum and Coal Products Manufacturing983 101,905 104 99,232$                X X X

325 Chemical Manufacturing 9,597 750,005 78 78,520$                X X X

533 Lessors of Nonfinancial Intangible Assets (except Copyrighted Works)2,357 33,127 14 104,192$              X X X

562 Waste Management and Remediation Services17,670 378,807 21 53,723$                X X X

115 Support Activities for Agriculture and Forestry10,142 94,713 9 36,449$                X X

447 Gasoline Stations 65,651 904,084 14 19,107$                X X

492 Couriers and Messengers 8,496 540,516 64 43,712$                X X

812 Personal and Laundry Services 182,275 1,364,993 7 23,235$                X X
SCORE

3

2

1

n/a
?

Extensive Experience with Application Aspect: Demonstrated mastery of the 
application aspect based on demonstrated commercial success (e.g. commericalized 
product for application)
Some Experience with Application Aspect: Familiarity with the application aspect 
based on market interactions and initial product development (e.g. prototype product for 
application)
Limited Experience with Application Aspect: Conceptual or general knowledge of the 
application aspect based on market research or limited interactions

No Experience or Knowledge of Application Aspect

Capability level unknown

CAPABILITY ASSESSMENT CRITERIA

KEY ASSUMPTION REQUIRED TO ASSESS THE TOTAL ADDRESSABLE MARKET (TAM)

Assumption Description Considerations Value

Total Market 
Assessment 

Method

§ Method used to estimate 
the total market 

§ NAICS captures U.S. firms and 
workers by industry

§ Appropriate for assessing 
commercial AR/VR applications 

§ NAICS industry data 
by 3-digit sector

Technology 
Penetration 

Rate

§ Expected percentage of 
firms that will accept AR/VR 
technology in the next five 
years

§ Is likely industry-specific
§ Need to determine major factors 

dictating penetration

§ TBD 
§ Will assess in Task 3 
§ Need Talespin input

System-to-
Person Ratio

§ The number people are 
supported by a single 
“system”

§ Dictates the number of systems 
that a commercial customer will 
buy to 

§ May be application- and industry-
specific

§ TBD 
§ Will assess in Task 3 
§ Need Talespin input

Average Sale 
Price per 

AR/VR System 
Unit

§ Amount of revenue 
Talespin can expect to 
make from selling a single 
unit

§ Needed to estimate the TAM In 
revenue terms

§ TBD 
§ Will assess in Task 3 
§ Need Talespin input

Average 
Per-Person 

AR/VR 
Expenditure 

§ Average amount that a 
company is willing to spend 
on AR/VR on a per-person 
basis

§ Likely requires direct engagement 
with likely customers to estimate

§ TBD 
§ Will assess in Task 3 
§ Need Talespin input

Talespin Share 
of Application 

Market

§ Expected portion of the 
TAM that  Talespin can 
expect to win

§ Depends on expertise, barriers to 
entry, tactical execution and 
other determining actors

§ Need Talespin input

9 PrioriBzaBon of  ApplicaBons  
for Further Analysis 

NOTE: The inputs in this table are rough assess-
ments based on very limited informa;on about 
current Talespin capabili;es. Accurate comple;on 
of this assessment  requires Talespin leadership 
input to accurately assess current capabili;es 
across the key aspects of each applica;on.  

Concept| Provide systematic analysis for 
key elements of the Series-A pitch

Purpose| Provide analysis to guide 
strategic planning and support 
investor pitch

Method| Design and execution of 
systematic analysis with 
communication of information in a 
readily usable and compelling format

Outcome| Large-format (3’ x 6’) wall 
poster (right) presenting analysis, as 
well as a 80-reference book with all 
detailed analysis and supporting 
information

Talespin Market Map for Commercial AR/VR Applications
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CUSTOMERS

DEMONSTRATE 
PRODUCT-
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DEVELOPMENT 
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ESTABLISH  
PRODUCTION 

PLAN

ESTABLISH  
PRODUCTION 
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DEMONSTRATE 
SUSTAINED 
REVENUE

IDENTIFY + 
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GROWTH KPIs

Core Zylter Capability Areas

Tailored Support Services

General consult areas
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V-BAT Technical Proposal for Army Future Tactical UAS (FTUAS)
Talespin Market Map for Commercial AR/VR ApplicationsConcept| Develop, compile and format V-

BAT technical info into a compelling and 
complete proposal

Purpose| Provide a competitive proposal 
emphasizing V-BAT capability and 
MUAV production capacity to meet 
Army acquisition requirements

Method| Develop and document V-BAT and 
MUAV capabilities consistent with DOD 
and industry standards, as well as 
proposal content specifications

Outcome| 200-page, five-volume proposal 
that won V-BAT inclusion in the final pool 
of aircraft tested for inclusion in U.S. 
Army acquisition and support contract 
worth $18-mil 

PITCH FOR / 
SECURE SEED 

FUNDING

DEMONSTRATE 
PRODUCT 
POTENTIAL

IDENTIFY 
PRIORITY 

CUSTOMER 
GROUP(S)

DEMONSTRATE 
MARKET 

OPPORTUNITY

PITCH FOR / 
SECURE

VC FUNDING
ESTABLISH FULL

DELIVERY CAPACITY

DEMONSTRATE 
PRODUCT 
VIABILITY

DEVELOP 
PROTOTYPE 
PRODUCT

ACQUIRE
INITIAL 

CUSTOMERS

DEMONSTRATE 
PRODUCT-
MARKET FIT

DEMONSTRATE 
MARKET 

TRACTION

ESTABLISH 
PRODUCT 

DEVELOPMENT 
ROADMAP

ESTABLISH  
PRODUCTION 

PLAN

ESTABLISH  
PRODUCTION 

CAPACITY

DEMONSTRATE 
SUSTAINED 
REVENUE

IDENTIFY + 
ASSESS 

GROWTH KPIs

Core Zylter Capability Areas

Tailored Support Services

General consult areas
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PITCH FOR / 
SECURE SEED 

FUNDING
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Project Example: NEXT Future Transportation investor development
Concept| Develop a compelling brief 

for potential investors and partners 
based on tech and strategic 
assessment

Purpose| Provide detailed information 
required to guide strategic 
development and secure 
investment

Method| Design and apply clear 
conceptual frameworks to 
articulate NEXT opportunity and 
development vision

Outcome| A compelling investor brief 
and supporting pitch deck based 
on Zylter analysis and design

Go-to-Market and Investment Strategy for NEXT Modular, Autonomous Transport 

ZYLTER CAPABILITY AREAS

Core Zylter Capability Areas

Tailored Support Services

General consult areas
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SaySo Smart Home as a Service (SHaaS) Design
Concept| Assess market opportunity 

and associated service 
requirements to address them

Purpose| Provide structured analysis to 
guide strategic SaySo investment 
and development

Method| Conduct market analysis, 
competitive landscape analysis 
and solution requirements 
identification 

Outcome| An immediate and 
actionable strategy for investment 
and development to address 
priority market and competitive 
opportunities at scale

SHaaS User Journey & Service Requirements Map

Service Design Business Strategy

Hyperlink

https://www.amazon.com/b/ref=guru_ahs_
sf_ln/ref=s9_acss_bw_ln_VASAHSSF_8_7s_w
?ie=UTF8&node=14586916011&pf_rd_m=
ATVPDKIKX0DER&pf_rd_s=merchandised-
search-
leftnav&pf_rd_r=52EHBQ90ERSQ3ZPW0V1

https://www.androidauthority.com/googl
e-home-services-749968/

https://www.xfinity.com/learn/home-
security

https://www.bestbuy.com/site/services/sm
art-home-
services/pcmcat748300595063.c?id=pcmc
at748300595063

https://atmoshome.com/ https://www.vivint.com/ https://www.angihomeservic
es.com/

https://www.taskrabbit.com/

Summary 
Description

Amazon provides smart home 
design consultation and installation 
using Amazon technology and 
employee installers.  Amazon also 
partners with homebuilders to install 
Amazon Smart Home solutions in 
new homes in select cities

Google sells the Google Home hub 
which controls connected IoT 
devices.  Google does not offer its 
own IoT design, installation or 
services package at this time.

Enabling Smart Home management 
through their TV.  Also developing 
next generation communication 
protocols and infrastructure for IoT 
devices. 

Services include technicians helping 
users get their IoT devices 

Online and physical store sales of IoT 
devices compatable with major IoT 
controlling devices such as Alexa 
and Google Home Assistant.  Geek 
Squad can help with home service 
call to install devices.

Creating (new startup has yet to 
ship) creating a IoT control hub that 
pairs with a large variety of IoT 
devices automatically.  Marketed 
as plug and play immediately.  No 
date given on when it is expected 
to be ready to ship.

The key to a piece of mind Through acollection of 
brands creating the world’s 
largest digital marketplace 
for home services, 
connecting millions of 
homeowners across the 
globe with home service 
professionals.

The convenient & affordable way to 
get things done around the home

Size 
(Gross Revenue)

$1.735B
(Other Sales, 2017) [Ref 7] 

$19.067B (est.)
[Refs 1 & 2]

$54.2B 
(Est. 2018 Cable TV) [Ref 3] 

$42.15B $1M
Seed Funding

$889.5M $1.132B 
(2018) [Ref 2] 

$5.7M 
(2018) [Ref 1]

Significnat size disparity between the 
established leaders that are entering into Smart 
Home services as an enabler and the early-
stage companies focussed exclusively on SM  
devices

Size of existing competitors presents risks of 
quick replication of a service model once 
proven successful by SaySo
> Few barriers to entry for major competitors 
(e.g., intellectual property or strategic 
relationships)

Industry
RESIDENTIAL + CONSUMER SALES RESIDENTIAL RESIDENTIAL

COMMERCIAL
RESIDENTIAL
SMALL BUSINESS

RESIDENTIAL > Smart Home Security RESIDENTIAL: RESIDENTIAL:
Handyman

Primary focus is IoT for the home with a smaller 
focus on commercial or small business 
applications

Potential opportunity to focus on the 
underserved small business (B->B) space 
instead of or in addition to the  B->C market

Additional 
Descriptive Info

> Amazon Smart Communities = Full 
IoT Kit Homes [4] 

> Amazon custom smart home 
design in areas where Amazon 
employees are available to do 
installation and service.

Current Product:  Google Home to 
manage smart home devices.

Former Product:  Google Nest is no 
longer supported.  Users will need to 
reconfigure their current smart home 
with new managing device

Working to enable customers to 
manage their IoT devices through 
their TV. 

Comcast is also working on 
infrastructure IoT communication 
technology with Semtech. [2]

[1] Atmos was first to market
for the tech-agnostic touch screen 
single point of control CES 2018 - 
Google & Amazon had one by 
holiday
[2] Mui Wood = Control Panel is a 
device category
[3] Atmos Home $299 - not 
launched yet

Our Total Front Door package
comes with professional installation 
and lets you control a doorbell 
camera, smart lock, and garage 
door from anywhere using our 4.5-
star Vivint Smart Home app.

Similar to Ruby Corp
(Ashley Madison) Parent 
Company of Multiple 
Targeted Service Brands

[1] Home Advisor acquired 
Angie's list $500M+ 2017

 Key Partners

HOME SERVICES:  Amazon 
employed technicians where 
available.  Third party vendors for 
installation may be available in 
other areas on the home services 
marketplace.

COMMUNITY DEVELOPMENT 
PARTNER:
Lennar Construction [Ref. 6] 

Manufacturers of IoT supporting  
Google Home capabilities.

-Alarm.com
-Fibaro
-HIVE
-IFTTT
-LIFX
-Lightwave
-Nvidia
-Sony
-WeMo

Among others

CONSUMER
> "Works with XFinity" August, Carrier, 
Chamberlain,
ecobee, GE, Honeywell, Kwikset, 
Liftmaster, LIFX, Lutron, Nest, Netgear 
Arlo, Philips Hue, Danalock, Sengled, 
SkyBell, Tile, Yale, and Zen 
Ecosystems

Established hardware wholesale 
relationships

Luminance Brands U.S. Military
SmartHome Pros Employee Installers

HomeAdvisor acquired:
Angie's List
Handy
HomeStars
InstaPro
MyBuilder.com
MyHammer
Travaux
Werkspot
CraftJack
mHelpDesk

Interior Designer Influencers -
TARGET WOMEN

Brit + Co
Apartment Therapy
Marie Clarie
Refinery29

Acquired by IKEA 2017

Each of the Controller manufacturers are 
working with major IoT platforms to ensure as 
much compatibility as possible (as well as cross 
promotion)

Amazon is the only one partnering with home 
developers to create "Amazon Smart 
Communities" allowing the consumer to get a 
fully enabled smart home on the first turn of the 
key.  Only offered in limited areas.

SaySo can leverage Talespin's XR technology 
(virtual human seems like a good choice) to 
develop a concierge service to help 
consumers design a Smart Home solution and 
guide them through install.   

> Features might include device identification 
that walks through instructions on how to 
install, wifi signal detection to determine 
placement and helps walk them through 
connecting to the wifi in a security minded 
way.

 Key Activities

1.  Provide consulting services to 
design smart home solutions.
2.  Sell Amazon products for the IoT 
solutions. 
3.  Sell and execute installation of 
smart home products purchased 
where available.

Hardware sales only through retail 
and online channels.

Direct hardware partnerships.
with urban and enterprise
infrastructure systems

Xfinity Home App, TV is the control 
panel for the consumer.

Sell devices

Provide aftersale service through 
Geek Squad.

Smart Home Device Control - first to 
market with agnostic device

Home security package and 
installation with human customer 
service

Electrical, handyman, 
HVAC,
Carpet Cleaning, 
Landscaping, Pest Control, 
Painting, Plumbing

Documentation activities, 
international markets

Interior Design
Installation Services 

Mounting & Installation, Moving & 
Packing, Furniture Assembly, Home 
Improvement, General Handyman, 
Heavy Lifting, Shopping, Cleaning, 
Parties & Events

Amazon, Best Buy and Xfinity are the 
companies that offer company employed or 
contracted technicians to help set up IoT in 
your home.

Amazon, Google, Xfinity and Atmos looking to 
control the IoT controller market

 

Key Resources

Amazon ecosystem of products, 
smart home consultants and full 
time installation employees where 
available.

Own the most used search engine 
resulting in their products getting 
highlighted.

Potential to corner the 
communication infrastructure 
protocols for IoT devices.

People can see the devices in the 
store and ask questions of live 
person.

> Harware Design + Development
> Integration of software
> Limited installation support

Humans, Hardware, First to Market Investor networks of the
Advisory Board

Social Media Influencers,
Distributed Communities

Partnerships with home contractors is an 
innovative move by Amazon to get Smart 
Home installation earlier in the residential supply 
chain (rather than just retrofit); similar to pre-
install of security systems

Opportunity to partner with ALL other 
developers out there

Cost Model

Salaries for consultants and installers.

Opportunity costs in maintaining 
relationships with builders for built in 
Amazon Smart Home.

Insurance to cover liability for any 
potential home damage by 
installers.

N/A Initial and continuing engineering 
software for TV interface

Certifying product compatability 
with Xfinity controller

Training technicians on how to hook 
up Xfinity control to users already 
installed IoT devices.

Purchasing and maintaining 
inventory of devices for direct sales.

Maintaining and training staff to 
install and troubleshoot the Smart 
Home devices

Hardware COGS
Manufacturing
Salaries and Overhead

Subscription $39.99/mo includes 
hardware kit

Service pays for hardware and in-
person consult in 1yr

$29/year subscription for
accountability of service & 
reviews

"Taskers" choose their rates

1) Register online
2) Attend info session
3) Start Tasking

15% Service fee

Services are generally price low because they 
are more to enable sales and brand retention 
than as a key revenue stream

Key Question: Is there sufficient price elasticity 
among the priority segments ot support a solely 
knowledge- and experience-based service 
offering?

Value Proposition

[2] FOR CUSTOMERS
Upfront pricing for entire system.

Knowledge that employee installers 
have had background checks and 
are trained in the installation of 
these specific devices.

N/A FOR ENTERPRISE
Hardware, software, knowledge
guidance for directed innovation 
go-to-market

FOR CONSUMERS
One interface for TV, Internet and 
IoT support.  If users add IoT control 
to subscription technician will help 
them get setup.

One device can talk to any IoT 
device across five different 
communication protocols.  
Expected to be completely plug 
and play assistant no matter what 
IoT devices are in the house.  Only 
controller to support app, voice, 
gesture, and touch interface.

Only Differentiator from ADT Pulse
security is the hardware tablet panel

"When I had a problem with
a service provider, Angie 
stuck up for me"

"Those who report on Angie's 
List have helped me make 
informed, logical, educated 
decisions."

1) Describe Your Task
2) Choose Your Tasker
3) Get it done

Atmos is the only company to offer controller 
that will talk over all protocols to make device 
discovery easy for endusers (if they ship).

SaySo has a unique value proposition focused 
on knowledge, impartiality and life-cycle 
relationships to help customers find the best 
personal solution in a crowded and growing 
landscape of Smart Home innovations.

> SaySo is exanding customer options while 
most competitors are seeking to explicitly limit 
customer options (to a single family of devices)

Customer 
Segments

 (or key locations)

Affluent Suburbanites in at least 8 
states currently. 

Tech saavy consumers who can 
integrate system themselves

Current and new cable customers 
in supported cities:  Philadelphia, 
Chicago, San Francisco, Atlanta, 
Baltimore, Boston, Denver, Detroit, 
Indianapolis, Miami, Minneapolis/St. 
Paul, Oakland, Pittsburgh, Seattle, 

Global  sales via internet order (but 
only English interface to start)

USA - nationwide coverage

Acting similar to Comcast

[3] New York, Houston, 
Chicago, Indianapolis, 
Boston, Atlanta, Cincinati, 
Los Angeles, Dallas, 
Pitsburgh, Minneapolis, Los 
Vegas, San Antonio, Tampa

Ann Arbor, MI; Atlanta, GA; Austin, TX; 
Baltimore, MD; Birmingham, UK; Boston, 
MA; Bristol, UK; Charlotte, NC; Chicago, 
IL; Cincinnati, OH; Cleveland, OH; 
Columbus, OH; Dallas, TX; Denver, CO; 
Detroit, MI; Durham, NC; Houston, TX; 

Almost all services start with major metropolitan 
areas due to the generally early adoption and 
more advantageous conditions to scale the 
service

Channels
Amazon.com

Partner realestate developers

Television advertising

Web Search
Retailers (BestBuy, Staples, etc.)

> Direct marketing to existing cable 
and broadband customers
> Television and print advertising

Website
Kickstarter

Web Search "Home
Security Solution"

ADT likely spending more but both 
come up

Website, listings, search Web search & App Most SH service companies are looking to sell 
their offerings to customers within existing 
channels 

SaySo does not have the benefit of existign 
channels and will need ot "pick off" customers 
that already exist within the channels of major 
competitors (e.g. Amazon Prime)

Customer 
Relationships

[5] Personal assistance over phone 
and in person.

Online store
Authorized Retailers

Upgrades for current customers

Human to Human - talk on
phone, schedule call, appointment 
with technician.

None yet 1) On-call consult & Quote
2) On-call come to a final decision 
& order
3) In-person install
4) On-call service > or web wiki

Search listings, click to hire

Real Results, Real People

Background Checks

Phone Support

Angie's Guarantees*

Background checks

Easy app management
& scheduling

In general the established competitors are not 
seeking to establish new types of customer 
relationships, but to extend the current 
relationship to Smart Home services.

For almost all competitors Smart Home service is 
only an enabler for application of their core 
capability within the Smart Home space (e.g. 
hardware)

SaySo is proposing a new, primarily 
knowledge-based relationship with the 
Smart Home customer that is the priority 
and more than enabler for another kind of 
revenue (e.g. Hardware sales)

Key Question: How much are customers willing 
to pay a premium primarily for expertise and 
relationship as a concierge -level service?

Revenue 
Streams

[1] Sale of Amazon branded 
hardware in the solution

Service fees in design consultation 
and home installation.

Google device sales Long-term 
subscription fees

IoT Enabling Subscriptions for 
broadband customers.

Possible licensing of IoT devices to 
ride on their communications 
infrastructure.

> most revenue comes from sale of 
hardware devices

> Limited revenue Geek Squad 
labor

Device Sales Online Subscription
customer service

Freemium > Pay subscription 
for human
consulting & service

15% of service fee Sale of devices is the number one activity of all 
of the companies involved.  The installation 
services act almost completely as the 
differentiators and enablers for expanded sales. Primary revenue stream is service charges

Additional 
Business Model 

Info

Amazon counting on consulting 
service to drive hardware sales.

Customers more likely to purchase 
electronics products WITH service 
option

No indication of entering the service 
side of the IoT market soon.

Not sure how this is different than a 
voice assistant through mobile or 
home hub (Google, Amazon, and 
Apple have them)

Wiki/website is disfunctional

Why does it exist? Clear need for 
assistance and Vivint can't handle 
the customer service demand 
despite $$$M revenues

ADT seems to be higher quality 
service and comparable price point 
[1] 

TaskRabbit for good - donate
portion of service fee

[4] Launched 2008, Angel $25K, Seed 
$1M, Seed $850K, … total $37.5M 
funding, acquired by IKEA 9/17

Strategic Risk by Area:
> HARDWARE (high): Demonstrated abiltiy of 
major competitors to quickly replicate 
innovative hardware
> SOFTWARE (moderate): Can develop novel 
AI-based applications, but requires access to 
significant data to "train" natural language 
processing
> SERVICE (low/moderate): Likely significant 
space and demand in market to launch/grow 
a new service; likely competitors copy if model 
proves successful

[1] https://www.thestreet.com/story/13510985/1/here-s-how-amazon-s-home-services-is-faring-after-one-year.html[1] https://www.businessinsider.com/google-maps-could-be-a-5-billion-business-by-2020[1] https://www.multichannel.com/news/comcast-launches-iot-trial-venture-called-machineq-408265[1] https://www.zdnet.com/article/smart-homes-biggest-problem-has-two-man-startup-atmos-solved-it/[1]https://www.adtsecurity.com/adt-prices-and-packages/[1] https://www.usatoday.com/story/money/nation-now/2017/05/02/angies-list-acquired-homeadvisor-parent-company/308711001/[1] https://www.owler.com/company/taskrabbit [1] https://www.wordstream.com/blog/ws/2012/01/25/what-types-of-business-use-ppc[1] https://reason.com/2019/04/30/labor-department-gig-workers-are-contractors-not-employees/[1] https://www.amazon.com/dp/B07BN6FR2B/ref=s9_acss_bw_cg_mlsl6p_2b1_w?pf_rd_m=ATVPDKIKX0DER&pf_rd_s=merchandised-search-11&pf_rd_r=58660TT0V6KD8QFDSQ70&pf_rd_t=101&pf_rd_p=904b4a40-8552-4deb-97f0-89a19e3a0e46&pf_rd_i=17417324011
[2] https://go.amazonhomeservices.com/applytosellservicesweborganic.html[2] https://abc.xyz/investor/static/pdf/20171231_alphabet_10K.pdf[2] https://www.globenewswire.com/news-release/2018/05/03/1496427/0/en/Semtech-and-Comcast-s-machineQ-Announce-LoRaWAN-Network-Availability-in-10-Cities.html[2] https://www.asmag.com/showpost/27272.aspx [2] https://www.macrotrends.net/stocks/charts/ANGI/angi-homeservices/financial-statements[2] https://www.investopedia.com/tech/how-much-can-facebook-potentially-make-selling-your-data/[2] https://trends.google.com/trends/explore?date=today%205-y&geo=US&q=IoT,Smart%20Home
[3] https://www.amazon.com/s?rh=n%3A8098158011&ref=s9_acss_bw_cg_vassf_1a1_w[3] https://support.google.com/google-ads/answer/6224841?hl=en&ref_topic=6224863[3] https://www.forbes.com/sites/greatspeculations/2018/12/04/what-are-comcasts-key-revenue-drivers/#507bc99f36a5[3] https://www.lifewire.com/best-smart-hubs-4140443 [3] https://www.angieslist.com/faq/how-does-angies-list-make-money/
[4] https://www.amazon.com/b/ref=guru_ahs_sf_ln/ref=s9_acss_bw_ln_VASAHSSF_8_1_w?ie=UTF8&node=17726333011&pf_rd_m=ATVPDKIKX0DER&pf_rd_s=merchandised-search-leftnav&pf_rd_r=BP55CCE2MDC35PYB3JHY&pf_rd_t=101&pf_rd_p=927425af-e5aa-42e6-850d-164ef91656e4&pf_rd_i=8098158011[4] https://www.mobilemarketer.com/news/study-google-to-dominate-local-search-ad-market/523010/ [4] https://www.startengine.com/atmos
[5] https://www.amazon.com/gp/product/B01N3JQ196/ref=s9_acss_bw_ln_VASAHSSF_8_2_w?pf_rd_m=ATVPDKIKX0DER&pf_rd_s=merchandised-search-leftnav&pf_rd_r=BP55CCE2MDC35PYB3JHY&pf_rd_t=101&pf_rd_p=927425af-e5aa-42e6-850d-164ef91656e4&pf_rd_i=8098158011[5] https://www.wordstream.com/blog/ws/2015/05/21/how-much-does-adwords-cost
[6] https://www.amazon.com/b?ie=UTF8&node=17417324011[6] https://www.google.com/search?q=local+house+cleaning&oq=local+house+cleaning&aqs=chrome.0.0l6.3041j0j7&sourceid=chrome&ie=UTF-8
[7] https://www.zdnet.com/article/all-of-amazons-2017-operating-income-comes-from-aws/[7] https://support.google.com/googlehome#topic=7029677
[8] https://www.cnet.com/collections/smart-home-compatibility/google-assistant/google-home-hub/[8] https://www.cnet.com/collections/smart-home-compatibility/google-assistant/google-home-hub/
[9] https://www.google.com/search?q=Amazon+Echo+Show&source=lnms&tbm=shop&sa=X&ved=0ahUKEwjE7vy6jIziAhUMZKwKHTttAM4Q_AUIDigB&biw=1728&bih=854[9] https://www.bedbathandbeyond.com/store/product/google-home-hub-with-bonus-google-home-mini-bundle/5285306?skuId=67034659&&enginename=google&mcid=PS_googlepla_nonbrand_electronicstoys_online&product_id=67034659&adtype=pla&product_channel=online&adpos=1o2&creative=224098470952&device=c&matchtype=&network=g&mrkgadid=3245449418&mrkgcl=609&rkg_id=0&gclid=CjwKCAjw_MnmBRAoEiwAPRRWWxabba5ZjaYszHeZ0NT53rZUCyWKjttRccANeDogzKYAt1zY2vgxexoCHVUQAvD_BwE&gclsrc=aw.ds

SMART HOME SERVICE PROVIDERS GIG WORK PLATFORMS FOR RESIDENTIAL TASKS

Almost all major competitors are focused on 
selling Smart Home systems as a new product 

line ot existing customers

References

Google 
Home 

Amazon Smart Home 
Services

Competitive Implications 
for SaySo Service DesignKey Trends + Observation 

(from comparables)
Task 

Rabbit
Angi Home 

ServicesXfinity/Comcast Atmos Vivint 
(failing)Best Buy

Smart Home IoT Service Competitive Landscape Analysis 
Competitive Landscape Map
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Concept| Apply existing Novi Systems 
artificial intelligence (AI) system to 
develop a rugged and deployable 
capability 

Purpose| Provide the U.S. Navy with a 
rapidly-deployable capability for 
use on secure networks or in 
austere areas 

Method| Create program management 
plan for DAIS design, development, 
deployment and testing

Outcome| A detailed system  design 
and program management plan 
for DAIS development and testing 
to meet Navy operational and 
technical requirements

Deployable Artificial Intelligence System (DAIS) core technology and integration concept

19

Deployable Artificial Intelligence System (DAIS) design & Integration

Deployable AI System (DAIS) design concept

ANALYTICAL 
DASHBOARDS

DATA IMPORT 
+ FUSION

NATURAL LANGUAGE 
PROCESSING

MACHINE 
LEARNING

ROE Guidance & 
Authoritative References

Tailored Planning 
& Decision Tools

Existing Novilens
commercial technology

ANALYTICAL 
DASHBOARDS

Create custom dashboards 
to interactively and explore 
and filter data to answer your 
business questions.

§ Interconnected Filtering 
Visualization Widgets

§ Drag and Drop Dashboard 
Configuration

§ Dashboard Sharing
§ Bookmarks
§ CSV Download of Data

DATA IMPORT 
+ FUSION

The data import features 
allow you to fuse datasets 
from multiple systems into 
one collection of data to 
analyze.

§ CSV File Import
§ Database Connectors
§ Define Data Relationships
§ Scheduled Data Refresh

NATURAL LANGUAGE 
PROCESSING

Natural Language Processing 
features allow you to explore 
your textual data.

§ Dictionary Editor
§ Automated Dictionary 

Augmentation
§ Map Dictionaries to 

Imported Data
§ Matching Pairs
§ Part of Speech Analysis
§ Lemmatization of text

MACHINE 
LEARNING

Automatically generate 
optimal machine learning 
models appropriate for 
your imported data. 
NoviLens can generate the 
following types of models:

§ Regression
§ Classification
§ Deep Learning

2| THE 
PROBLEM

Introducing textual 
data into decision 
processes breaks the 
cycle of success.

3| THE 
SOLUTION

NoviLens Completes the 
Data-driven Decision-
making process.

1|THE 
OBJECTIVE

Data-driven decision-
making leads to 
increased Navy 
operational success.

Current NoviLens system capabilityZylter-Novi Development 
of the Deployable Artificial 
Intelligence System (DAIS)
Proposal for Office of Naval Research 

SUMMARY BRIEF

Special Notice N00014-19-S-SN07

DAIS Capability
§Deployable appliance for 

robust for AI-based 
intelligence augmentation 

§ Tailored ”rule sets” for NLP 
based on DOD/DON 
doctrine

§Unstructured data import 
and fusion

§User- and process-friendly 
analytic dashboards

Operational Challenges
§ Need for robust analytics 

at ship-based and forward 
operating locations

§ Mobile / deployable 
appliance configuration

§ Textual and unstructured 
data essential to analysis

§ Limited IT infrastructure 
(power, bandwidth, etc.)

§ AI application in closed-
loop environment (e.g., 
SCIF environment)

Technical Challenges

§ Need for robust analytics 
at ship-based and 
forward operating 
locations

§ Limited IT infrastructure 
(power, bandwidth, etc.)

§ Mobile / deployable 
appliance configuration

§ AI application in closed-
loop environment (e.g., 
SCIF environment)

Technical & operational challenges DAIS addresses
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Martin UAV Market Map for DOD Drone Applications
Concept| Identify, assess and prioritize sales 

opportunities for Martin UAV across the 
U.S. Department of Defense

Purpose| Provide structured information 
effectively focus client’s strategic 
business development resources

Method| Synthesize publicly-available and 
subscription information to provide 
actionable summary of DOD UAS 
requirements and associated 
expenditures

Outcome| The DOD funding map 
synthesizes extensive current and 
historical information into a single 
“roadmap” to guide strategic business 
development for an emerging 
technology developer

Market Map of DOD Funding Opportunities for Unmanned Aerial Systems
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Market analysis for Extended Reality for Insurance (XRI) 
Concept| Determine market size and 

appropriate pricing for Talespin 
Extended Reality (XR) training 
package for the insurance industry

Purpose| Identify and prioritize training 
modules for development based 
on market size and pricing

Method| Design and apply detailed 
frameworks for market 
segmentation and a detailed pro 
forma to estimate current training 
costs by course

Outcome| Detailed prioritization of XR 
modules for development based 
on their commercial value 

©Zylter, Inc. 2018©Zylter Inc. , 2018

XR for Insurance 
Market Sizing + 
Pricing Analysis
Final Project Briefing
Matt Boyer | Sarah O’Sell

©Zylter, Inc. 2018

The revised TAM slightly larger due to group changes

9

OES Occupations by User Group User Group Totals (for 2018)

4 Primary Secondary Tertiary n/a Primary 
(min)

Primary
(max)

Secondary 
(min)

Secondary
(max)

Tertiary 
(min)

Tertiary 
(max)

7 47 22 178 1,085,129 1,141,991 490,193 526,167 528,185 553,076 

BLS Industries Counted
(see Assumptions) Entire Economy Entire Economy NAICS 524000 

Only
NAICS 524000 

Only
NAICS 524000 

Only
NAICS 524000 

Only

5
Estimate Percentage of Personnel Employed in P-C 

Subsector (see Assumptions) 36% 36% 36%

# of Persons associated with P-C Insurance Sub-Sector
(based on IIA data) 390,647 411,117 174,509 187,315 188,034 196,895 

6

Expected 5-Year Growth
(see Assumptions) 1% 3% 1% 3% 1% 3%

Projected Total Persons in 2023 394,553 423,450 176,254 192,935 189,914 202,802 
Annual Workforce Turnover Rate 

(see Assumptions) 15% 25% 15% 25% 15% 25%

Total "New Add" Persons Over 5 Years 58,909 105,863 26,438 48,234 28,487 50,700 

7 Total 5-Year Market 
(Existing and "new add" Persons) 453,736 529,313 202,692 241,169 218,401 253,502 

8
Portion of Primary Users in Top 25 P-C 

Companies
(see Assumptions)

66% 297,312 346,834 132,815 158,026 143,108 166,108 

All Others 34% 102,497 119,570 45,787 54,479 49,336 57,265 

9
5-Year XR Insurance 

Training 
Technology Adoption Rate 

(see Assumptions)

Large Enterprises 40% 50% 10% 20% 20% 25%

All Others 13% 17% 3% 7% 7% 8%

10
TOTAL 5-YEAR ADDRESSABLE MARKET 

(Existing and "new add" Persons) 132,591 193,345 14,808 35,237 31,911 46,299
Midpoint of Range 162,968 25,022 39,105

XR PRICING PRO FORMA SUMMARY DASHBOARD
MODULE OVERVIEW

TOTAL MODULES IN 
PRO FORMA

[pro forma Column D ]

202 

CURRENT PRO FORMA CASE STATISTICS
NUMBER OF TRAINING MODULES 

INCLUDED
[ Pro Forma Column G ]

TOTAL TRAINING HOURS
[ pro forma Column I ]

TOTAL  COST
[pro forma Column AH ]

TOTAL COST FOR TRAINING 
DELIVERY 

TOTAL COST FOR TRAINING 
LOCATION

151 496 $           44,034 $             30,869 $            13,165 

MODULE COUNT BY DELIVERY METHOD [ for current pro forma case ]

Live Facilitated Instruction Virtual Facilitated Instruction Self-Guided Study Materials Static Computer-Based 
Training 

Interactive Computer-
Based Training 

23 33 12 100 0
Live Practice-Based

Task Execution  
Live Social / 

Group Interaction 
Virtual Social /

Group Interaction 
Virtual Interactive
Training Simulation 

Blended 
Training 

0 0 0 0 0

MODULE COUNT BY DELIVERY LOCATION [ for current pro forma case ]
Mobile Location 

(learner-selected) Learner Home Office Corporate Campus 

0 3 192

MODULE COUNT BY TRAINING FREQUENCY [ for current pro forma case ]

Initial Annual 
[once per year, after initial year ] Intermittent Total

Module Iterations 

202 1 0 204
©Zylter, Inc. 2018

Group Description

BLS 
Job 

Codes

Insurance 
Carrier Industry
(NAICS 524000)

The Rest of 
Economy

BLS 
Job 

Code Job Title

PRIMARY 
USERS

Occupations for which XRI 
replicates key tasks that the user is 
required to maintain proficiency 
in and execute as part of routine 
job functions 7 985k – 1040k 95k – 101k 

13-1031 Claims Adjusters, Examiners & Investigators
13-1032 Insurance Appraisers, Auto Damage

13-2021 Appraisers and Assessors of Real Estate

13-2053 Insurance Underwriters

15-2011 Actuaries

41-3021 Insurance Sales Agents

43-9041 Insurance Claims and Policy Processing Clerks

SECONDARY 
USERS

Occupations for which XRI does 
not replicate key job tasks, but 
does provide information (e.g. 
data, task models, etc.) to inform 
key tasks the user is required to 
execute

47 390k – 419k 
Not 

include in 
FP Market 

Count

SUPPORTING 
USERS

Occupations that require access 
to XRI in order to provide 
technical support, training 
administration or other enabling 
support

22 528k – 553k 

Not 
include in 
FP Market 

Count

Not 
Applicable

Occupations that will not use, 
support or otherwise interact with 
the XRI platform 179

Not include 
in FP Market 

Count

Not 
include in 
FP Market 

Count

8

Market sizing by XR for Insurance user groups

Total Primary 
Group Persons

1,080,100 -
1,140,340 

Insurance 
Carrier Industry
(NAICS 524000)

The Rest of 
Economy

977k – 1028k 108k – 114k 

490k – 526k Not include 
in FP Market 

Count

528k – 553k 
Not include 
in FP Market 

Count

Not include 
in FP Market 

Count

Not include 
in FP Market 

Count

Total Primary Group Size (Persons)

1,085,129 - 1,141,991

BLS Job 
Code Job Title

13-1031 Claims Adjusters, Examiners & Investigators

13-1032 Insurance Appraisers, Auto Damage

41-3021 Insurance Sales Agents

43-9041 Insurance Claims and Policy Processing Clerks
11-1000 Top Executives

11-0000 Management Occupations

Figures revised based on job code changes

XR for Insurance Market Segmentation and Pricing Based on User Requirements
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UMTS Concept for Autonomous Transportation
UMTS Tech-Enabled Media Engagement StrategyConcept| Develop concept and 

specific options for tech-enabled 
marketing to support autonomous 
vehicle roll-out 

Purpose| Provide a structure and 
concept for marketing resources 
ot effectively engage potential 
global adopters and investors

Method| Design a set of options based 
on market research of innovative 
methods to generate global 
awareness for similar technologies

Outcome| UMTS received a scalable 
and iterative plan to identify and 
pursue the most promising and 
appropriate alternatives
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KettleSpace Use Case and KPI Collection Strategy
KettleSpace Use Case and KPI CrosswalkConcept| Systematically identify the Key 

Performance Indicators (KPIs) and 
required collection methods to 
measure and guide KettleSpace 
growth

Purpose| Provide a plan for collection of 
KPIs based on a detailed 
understanding of user actions and 
needs

Method| Develop a detailed “journey 
map” for each discrete user group 
that identifies specific actions, 
needs and associated KPIs

Outcome| The large-format journey 
map provides KettleSpace 
leadership a detailed framework  to 
demonstrate product-market fit and 
KPIs to measure growth
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Planted Packaging Sustainable, Locally-Sourced Products
Concept| Provide frameworks for 

product and market prioritization for 
an early- stage sustainable 
producer

Purpose| Identify the most promising 
product alternatives for initial 
production

Method| Systematic qualitative 
research to identify, assess and 
prioritize potential products for initial 
material production and market 
development

Outcome| A set of tailored frameworks 
(right) are used by Planted 
Packaging to guide strategic 
prioritization for prototype 
development and low-rate 
production

Product Alternatives & Product Journey Map for Sustainable Locally-Sourced Food Containers

Pre-Production Production Origin to Port
Port to Domestic 

Assembly
Domestic 
Assembly

Domestic 
Assembly to 
Point of Sale

Description
Material sourcing 
/ harvest

Actions

Resources Required

Key Actors

Key Stakeholder 
Groups

Core Value 
Exchange

Social Benefit + 
Impact

Primary Interest + 
Value For End 

Customer

PRODUCT JOURNEY MAP USE CASE: XXXXXX XXXXXXXX
ORIGIN JOURNEY

PRIMARY USE
DISPOSITION

(Disposal, Reuse, Recycle, etc.)

Index 
# PRODUCT / PRODUCT-TYPE APPLICATION APPLICATION EXAMPLES USERS

1

Dinnerware One-time Use Meal 
Serving + Cosumption

Plates, bowls, cups &  
compartment trays

1. Food Service Providers
2. Retail Consumers

2 Food-Grade Storage 
Container

Short-Term Food Storage / 
Shipping Container

Cylinder and cube-
shaped containers 
with sealable lids

1. Food Service Providers
2. Retail Consumers

3

FG Tableware One-time Use Meal 
Serving + Cosumption

Forks, spoons, knives, 
st raws, chop st icks, 
etc.

1. Food Service Providers
2. Retail Consumers

4

Closed / Stackable 
Food Container

One-time Use Meal 
Transport

Folding lunch, burger 
or compartment box

1. Food Service Providers

5

General Storage 
Container

Short-Term Storage of Non-
Consumable Items

Disposable jars for 
non-food items

1. Retail sellers of small, bulk 
quantity items
2. Retail consumers

6

General Collection 
Container

One-time Collection of 
Waste / Biohazard Items

Bed pans, waste 
containers, used 
syringe containers, 
etc.

1. Medical service / supply 
providers

7

General Sheeting Disposible Individual 
Protective Wear

Aprons, shoes covers, 
head covers, etc

1. Medical service / supply 
providers
2. Food service providers
3. Retail consumers

8

General Sheeting Disposible Surface 
Covering

Plast ic / paper 
sheeting to cover 
examination beds

1. Medical service / supply 
providers

9

Pre-Formed Shapes Item-Specific Protective 
Packaging (e.g. "Blister 
Packaging")

Inserts to secure 
product 
components during 
shipment

1. Product producers
2. Product packaging 
providers

10

General Sheeting New Item Covering + 
Protection

Disposible packing 
for individually-
packaged sundry 
items

1. Hospitality suppliers
2. Medical supply providers

11

Textured Sheeting Packing Paper Alternative Textured or flat sheet 
paper for packing 
breakable items for 
shipping

1. Product producers
2. Product packaging 
providers

12

General Sheeting Inflatable Airbag 
Packaging

Air bags included to 
protect individually-
shipped items within 
a larger box

Air bags in Amazon boxes

13

Pre-Formed Shapes Auto Body Component Auto fasteners or 
other small body 
parts

1. Automotive OEMs
2. Automotive Tier 1/2 
providers
3. Auto repair supply 
distributors

14

Pre-Formed Shapes Custom Packaging (e.g. 
"blister packaging")

Conformed plast ic 
trays to hold and 
protect toys and 
other items with 
mult iple parts for 
display as part of 

1. Product producers
2. Product packaging 
providers

15

Heavy-Weight 
Sheeting

Dispsable Accessory Items Plastic ID tags 1. Medical service / supply 
providers

PRODUCT APPLICATION

Planted Packaging Use Cases for Burgasse-Based Disposable Materials
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